
Nero, Richard {DCOZ) 

From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

Hello, 

Let1cia Long <leticialong3@gmail.com> 
Wednesday, November 27,2013 2:59PM 
'DCOZ - BZA Submissions (DCOZ) 
leonardlong@aol.com; Gyor, Stepl:len (OP) 
Final Documents (Profit and-Loss Information) related to BZA Application #18629/ Hearing Date: 12/2/2013 
CCE11272013_00000.pdf 

We apologize for the delayed submission of the profit and loss information that was requested by the Chairman. However, we we're waiting on the 
final market analysis document from the realtor. Please accept this final document. Thank you. 

Best regards, 

Leticia Long 
2092 459-8808 
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Board of Zoning Adjustment
District of Columbia

Case No. 18629
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Board of Zoning Adjustment
District of Columbia
CASE NO.18629
EXHIBIT NO.36



Profit & Loss lnformatit,.. - 2028 4th St., NE 
111 Sale of Property • Residential 
Acquisition Cost (includes taxes & fees) 
Minimum Cost to convert to residential 

Total Investment 

Comparable Market Selling Prices of "Uke Kind" Residential 
Property (See Exhibit o) 
25 Todd Pface, NE 
56 R Street, NE 
226 Seaton Place NE 

Average Market Sale Price of the 3 above 

Total Investment 

Sale of Property at Estimated Market Value 

Loss 
#2 Sale of Property- Residential ,n As 15° 
Acquisition Cost (includes taxes & fees) 
Sate of Property at Estimated Market Value 

Loss 

a Rental of ·Property. Residential 
Acquisition Cost (includes taxes & fees) 
Minimum Cost to Convert to Residential 

Total Investment 
Monthly Income 
Monthly Rent $2,525/month (See Exhibit E) 
Breakeven paint 

14 Use as a Fitness Center/Gym 
Acquisition Cost (includes taxes & fees) 
Cost to Convert (bathroom modification) 
Installation of Rubber Gym Flooring (over existing tile) 
Total Cost 

Total Projected Monthly Income 
Monthly Operating Expenses 

Net Income (Monthly) 
Annual Income Projection 1 st year 

Breakeven point 
*Fisures based on actual cost and acquisition of subject property 
and market analysis of avereag~ sales and rental 9f comparable 
properties. 
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$ 
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$ 
$ 
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513,150.00 
172,000.00 

685,150.00 

455,900.00 
4251000.00 
399,000.00 

426,633.00 

685,150.00 
426,633.00 

(258,517.00) 

513,150.00 
426,633,00 

(86,867 .00) 

513,150.00 
172,000.00 

685,150.00 

22.6yrs 

513,150.00 
3,000.00 
3~000.00 

519,150.00 

19,994.00 
5,000.00 

14,994.00 
179,928.00 

3.82 yrs. 

($2,525/Mth. X 12) 

($14,994/Mth. X 12) 

Prepared by: Leonard & Leticia Long 



---~--­KEI,LER WILLIAMS~ 
PREFERRED PROPERTIES 

To Whom It May Concem, 

This letter Is a professional opinion based on my 20+ years as a real estate professional and 
advanced knowledg~ of the Washington DC rental market. I am issuing an opinion to state that 
enhandng 2028 4th Street NE Washington DC Is not economically feasible to aeate a 

competitive and marketable rental dwelling. The owner of this property would need to Invest 
substantial resources to install adequate bathing facilities, fully functlonlnsldtchen, erect 

partitioning walls, Install new flooring, and modify the existing heating and conditioning system 

and ducts and all necessary supporting structure modifications. Additionally, while the current 
market Is Improving it would be cost prohibitive to rnod1fy the dwelling based on its current 
condition and configuration. 

Please review the attached comparable rentals and supporting documentation. 

Emerick A. Peace 
Realtor, Real Estate Consultant 

9701 ApoUo Drive, Suite 102. Upper Madboro, MD 20774 
Bus: (240) 737-5000 • Fax: (240) 737-5050 

Website: www.kwuppermarfboro.com • Email: klrw4600kw.com 
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Real Estate 10 Real Tme 

2028 4TH ST NE 
WASHINGTON DC 20002 

Prepared exclusively for 

Leonard Long 

Prepared on 
November 26 2013 

Researched and prepared by 

Emenck A Peace 

The Peace Team 

9701 Apollo Dnve Suite 1 02 

Upper Martboro MD 20774 

240-737-5001 

EXHIBIT "E" 

Emerick A Peace 1240-737-5001 I emerickpeace@kw.com 

Keller Williams Preferred Properties 1 (240) 737-5000 

C0MF£ II fiVE MARJ<ET ANALYSIS D&Sa.OSURE. n. ~ • not en~ It • ......o.d orrty tar ... pwpoee ol...-..g buyers or....,.. or 
~buyers or lllerllll c:hedunQ the ltlllnga. ofrema or .. pnce d ltle r-' DI008ttv lnfotmdon IS medii.,_..,.. 'As Is' MRIS • not~ 



Comparables Variance Report 
The following display• the range of property charactert.tica of the comparables. 

The listings in this CMA are: 

Selling Price between $2,450 and $2,600 

Bedrooms 3 

Bathrooms between 1 to 3 

Tax Uving Area between 1,204 to 2,388 Square Feet 

lot Size between 0.02 to 0.04 acres 

Sold Price at $0.00 per Uving Area Square Foot 

Built between 1895 and 2003 

--416.;c;s· 
Real Estate in RealTime 

Emerick A Peace 1240-737-5001 1 emerickpeace@kw.com 

Keller VVilliams Preferred Properties 1 (240) 737-5000 

Co9YriyfiiiD 2013 liiiCropolllan Regional lnfounaUon SystMns. l.nc.. lnfonnl1lion beliiMd to be acct.r'llle but lhould net be reied upon WlltiOut ~ 
Jtco.ncy ollqUite ~ lol11Z8. anc1 Olher IObmation • noc guenne.d 
COIIPEnTIYE IIARJ<ET ANAL YS1S DCSCLOSURE; 'fhla ~ • not an apJnis8l lias ..-nded orty loth pu!'poee (I( --*'9 buyers 01 ...,.. or 
protpeC:tNe ~ 01 _... In c:nec:~ang the ~. o11em11 01 sale pnce d lhe real propeny lnfonnHon .. mede ~ ·AI II' MRJS as noc rapo~lllble 
for .,Y ~ aas or OI'IIISSIOI\5 tJv -.rv Broker. AQent 01 any Tlwd Patty 
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Market Analysis Explanation 
Thl8 Ia an explanation and ovtf'VIew of thla marbt analysis. 

This Comparative Market Analysis will help to determine the correct selling price of 
your home. Ultimately, the correct selling price Is the highest possible price the 
market will bear. 

This market analysis is divided Into three categories: 

1. Comparable homes that are currently for sale 
2. Comparable homes th.at were recently sold 
3. Comparable homes that failed to sell 

LOoking at similar homes that are currently offered for sale, we can assess the 
alternatives that a serious buyer has from which to choose. We can also be sure 
that we are not under pridng your home. 

LOolclng at sfmllar homes that were sold in the past few months, we can see a dear 
picture of how the market has valued homes that are comparable to yours. Banks 
and other lending lnstltutlons also analyze these sales to dete.rrnine how much they 
can lend to qualified buyers. 

LOolclng at sfmllar homes that tailed to sell, we can avoid pr1dng at a level that 
would not attract buyers. 

This Comparative Market Analysis has been carefully prepared for you, analyzing 
homes similar to yours. The aim of this market analysis is to achieve the maximum 
selling price for your home, while being able to sell your home within a relatively 
short period of time. 

Real Estate tn Real Time 

Emerick A Peace 1240-737-5001 I emerickpeace@kw.com 

Keller VVilliams Preferred Properties I (240) 737-5000 

~ 2013lleCropo8tali AeglonellnfcM'maticn ~ Inc. ~~to be~ but lhoiAd net be l"llled upon Wlltloul *llcallon 
l¥:;o.xwq ol ~ blalge. loC ~.,rod of1w libii .... l. not~ 
COMPETTTIVE MARKET AHA&. YSIS DISCLOSURE: Thia --'VIII II not an~ It II iniMd8d only b .... puiJ)OM ol u.stlng ~ 0t sellers 0t 

~ ~ 0t ...... tn chec:kJn; lhe IIIWlgS oftenng 0t ule pnce ol the reel property lnlonniiOon rsm.de e'4lileble ' As Is' MRIS IS not ~ 
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Setting the Price 
Thla chllrt highlights the Importance of pricing correctty at market value. 
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Real Estate in R.ea!Trne 
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When setting a price for your property, the listing 

level must sbike a balance between the seller's need 

to achieve the best-possible return and the buye.r's 

need to get good value. With many years of 

experience, a professional Real Estate Agent can help 

you set a price that will accomplish both objectives. 

Establishing market value 

The mari<et value of your property Is determined In 

exactiy the same way as any other commodity - what 

a buyer Is willing to pay for It In today's market. 

Despite the price you paid Originally, or the value of 

any Improvements you may have made, the value Is 

determined by mari<et forces. 

Look at the competition 

Buyers look at about a dozen properties on average 

before making an offer on a property. As a result, they 

have a good overview of the market and will compare 

your property against the competition. It It's not In 

nne with similar properties that are available, buyers 

won't consider It good value for money. 

Emenck A Peace 1240-737~5001 1 emerickpeace@kw.com 

Keller Williams Preferred Properties I (240) 737-5000 

~ »U -......--n l'teglolllll lnf~ Sptilme., lne. hobiii .. Oh .,._liD be .a::ur1llle but lhQUd not be l'llled upon wi!tloiA _,......., , 
~ d ~ too&liga lot liZ& ..s ohr ll"'fcrmCCon • no(~ 

COtiP£TlTlVe MARKET AHA1. YStS D&Sa.OSURE This anelysls • not.,....... It • wUndect orily for lhe ~d.-sling buyets OIMII!n 01 

~ ~ Ollller'a 11'1 chec:lclng lhe ~ oftenng 01 Ule pnoe ollhe rwlllftll*tY llibii188011 IS mede.....,.. "Aa Is" MRlS. not iapoilllltlie 

for eny edvlce, Ktl 01 Olilllllioill by eny Braker,~ 01 wry Third Party 
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Sources of Buyers 
This page llllatr8tes the primary aourees of buyers for your property. 

When you want a buyer, come to us first 

There are several excellent reasons for se.lectlng a professional Real Estate Agent to handle the sale of 

your property. For starters, our long-standing real estate expertise gives us the ability to network with 

other firms' agents to promote your property to the widest possible audience, lndudlng the Internet. 

Selling your property depends on a lot more than advertis.ing and slgnage - It takes referrals, 

word-of- mouth advertising, and networking. 

so,. 
70% 
60% 

50% 

40% 

30% 

20% 

10~ 

So u rces of Bu y e r s 
S:lurce 2009National ~ ofR:AL~ 

A-ofile of Home liryersm ~llets 

0% ~-------r------~------~r-------r-------,-------~· 

Internet 

~s· 
Real Estate in RealTime"' 

'f.lrd 9gt Open house ~r Home book 
ad a magiZine 

Emerick A Peace 1240-737-5001 1 emerickpeace@kw.com 

Keller VVilliams Preferred Properties 1 (240) 737-5000 

~2013 ~RegioN~ ll lfoilllllllon ....... ~ hlbhiiiDOii ~ k) be ec:anee. but lhoulcl not be,.., upon Wllhct.C ~ 
/'occurat:y ollqU8!'8 foclfilge loi.U.. ~ ofler tn!otnwCJon IS not~ 

COIIPE'TI1'M IIARKET ANAL YSlS DISCLOSURE: Thia.wy..ts not In~ It • "**nded only for lhe ~ 9/....anQ buY*S or ...... or 
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lor env adYtce. aas or Of'l1dSions II¥ .w 8rcbr ~or lilt' nwo Partv 



My Guarantee to You 
This pege Is my personaJ guarantee to you. 

A guarantee you can count on 

I'm so committed to meeting your sales objectives ln a 

professional and pleasing manner, that I am willing to 

put our guarantee In writing. 

My Performance Guarantee 

I will develop a Property Marketing Plan that dearly 

spells out the methods I will use to promote your 

property to the widest-possible audience. 

It I don't act according to the agreed activities In the 

Plan, you may: 

• Advise me that you aren't satisfied and ask for 

a revision of the Plan 

or 

• Cancel the Usting Agreement 

Your complete satisfaction is my foremost concern. 

Emenck A Peace 1240-737-5001 I emerickpeace@kw.com 

Keller Williams Preferred Properties 1 (240) 737-5000 

Copyrtghto 21013 llltJOpOiil&n RegioNIIInfomwlion 5ys*N, Inc. lnbllieDOil ~to be et::a.na bi.C lhotJid not be r-.ed ~ Wllhoul _,lcallon 
lv::x::ur.::y ol ~ ~ lot Ill* .00 alt.- rdormllbcn .. nol gulrW'Iteed 

COIIPEl11"M: MARKET ANAL YSlS OlSCLOSUR£: Thta ~ • not en~ It • intended criy tor lhe ~ ol....-.g buyers or ....... or 
r:wospec:tNe buyer-. or aelen .,.. c:hedang 11'\e losllngs, oftenng or Ale pnca ol the ,.... properry lntofmaiiOtl • ,_,. avMeble ·A$ Is' MRIS • not retpOnelble 
tor any acMce. ec:ta or OITIIIIIOr1e by .any BtoNr AQerl or any Tlwd Patty 
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What it Takes to Show 
Thla page desert~ what It takes to show your property. 

Scheduling the Showing 
Coordination Is the key. Before a sales 
asSOCiate from our firm or a cooperating 
broker shows or previews your property, a 
representative from our firm will contact you 
to schedule an appointment. You will then 
be notified of the timing, and, If It's 
acceptable, the appointment will be 
confirmed. If you can't be reached, the 
showing will proceed on the understanding 
that you wouldn't want to miss any chances 
for Interested buyers to view your property. 

Timing 
Ordinarily, you'll get plenty of notice about 
an appointment request. Some buyers, 
however, may ask to see your property as 
soon as possible. In such cases, a showing 
could take place within an hour or so. If a 
buyer requests a change to the timing of a 
scheduled showing, you'll be given as much 
notice as possible. 

Special Instructions 
Any spedal Instructions you may have given 
to your listing agent, such as Information on 
pets, parking or security, will be listed In 
your property fi le and thoroughly explained 
to the sales associate who requested the 
showing. 

The Showing 
If you're not on hand during a showing, the 
sales associate will use the property's Jock 
box to enter. If you're available, sales 
associates will Introduce themselves and 
give you a business card. 

Privacy 

The fewer people around during a showing, 
the better. It's also a good rule to let the 
buyer roam freely and discuss the property 
with the sales associate without Interruption. 
A properly briefed sales associate will know 
the buyer's needs and will be able to point out 
the features that meet the requirements. 

Contact Information 
If you're not going to be available to approve 
an appointment request, It's important to 
notify your sales associate. By leaving a 
telephone number where you can be 
contacted, you can be notified Immediately 
about an offer. 

Previews 
Occasionally, sales assodates may schedule 
an appointment to view your property without 
a buyer. By familiarizjng themselves with 

what's on the market, they will be an 
excellent position to alert a buyer to a 
property that fits the bill. 

Unscheduled Appointments 
Ask any people who show up to view your 
property without an appointment to telephone 
the listing agent to request a showing. Even if 
the person Identifies himself or herself as a 
licensed sales associate, an appointment 
request must be made first through your 
listing agent. 

Real Estate in Real lime " 

Emerick A Peace I 240-737-5001 I emerickpeace@kw.com 

Keller Williams Preferred Properties 1 (240) 737-5000 

CopyrlgMO 2013 Mltropofltan Reglonallnforallltlon Syst8ma. lne.. lnbmabun belleYed 10 be accura:e. but should noC be,.._, upan Without _,lcabun 
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COMPETITIVE MARKET ANALYSIS DISCLOSURe: Thrs analySIS IS noC an ~ ltllllllllnded onty for the purpose of 8SSIStlng burets « ...... « 
prospedMI ~ « seller$ tn c:hecktng the fiSIIngl otrenng «sale pnce of the reel Pf'OC*1y lntormafion IS IMde available . As Is MRJS IS not respoosible 



Subject Compan.' ~ Comparable3 

2028 4TH ST NE 
WASHINGTON. 20002 DC 
ECKINGTON 

148WST tm 
WASHINGTON 
LEDROIT PARK 

35 FlORIDA AVE NE 
WASHINGTON 
RLA (NE) 

2505 NORlli CAPITOL ST HE 
WASHINGTON 
BROOKI..AND 

DC8156504 DC8183794 DC8164&41 

RENTED ACTlVE RENTED 
9 70 

Tranuetlon T pe Standard Sale OthedlJncljsclo OlherJUndisdosed 

PfOS*tY Conct Shows Weol 

0811212013 0911712013 0812212013 

02-oc:tober-2013 

2013 02~-2013 

S2.~ $2,500 $2.550 

$2,450 $2..550 .. Cr.lftsman Traditional Colonial 

Type Attacti!Row Hse Duplex AttachiRow Hse 

3 2 2 3 

YWIBullt 1917 1914 1905 2003 
3 3 3 3 

1 / 1 1 / 1 2 / 1 2 / 1 

tof 0 0 0 0 

·~p -1-1- -1-1- 31-1-

Balcony, Fenc.d . P~ 

Bnck Bnck and Siding 

Window Unll(a) CerniNC 

Electnc Eleca'lc 

~ Cern! 

HMtFuel NIUIIGas Na\niGea 

0 0 

Ptic:.e PER SQFT 0.00 0.00 

Tu Toe.! LN AI 1,204 

$2.03 $0.00 

133910.03 164510.1)4 9CXW.02 

Total Value 

- ..... ~~.s· 
Real Estate an Real T1me 

$ $2450 $2500 

Emenck A Peace 1240-737-5001 I emenckpeace@kw com 

Keller Williams Preferred Properties I (240) 737-5000 

eopyrtgMO 201s ~ ~ lllfoi•DIIIjon s,...... Inc.. llibn'nlea• belir<ed 10 be accurw~e but ehould nee be t'lllied upon~ -"*""• 
~ ol~ fDoUgit,lalma .., Oll'ler albll.-oo. nee~ 
COIIFElTTIYE MARKET ANAL. YS4S oesct.OSURE: Thoa ~ cS nee an appraal 11•11\Woded only lcr lhe ~ ol..-ng buy.-s ~ Mlef's ~ 
~ buy.-s ~ Mlllrl 111 d'leclang the lrsbngl oftemg OT sale pnce ollhe ..... pn)pltty ~~~~ • mede .,..._ .,.. II' MRI$ • noc ,...,..., 

8tldl. Brick Front 

CenniNC 

9edric 

FoltlediW 

Nlll\niGea 

0 

0.00 

2,388 

$1.07 

80810.02 

$2,550 



Subject .v .... rable4 

l fJ 
: 

2028 4TH ST NE 1716 N CAPITOL ST tM 
WASHINGTON, 20002 DC WASHINGTON 
ECKINGTON ECKJNGTON 

DC8171138 

Stlllue RENTED 
001111 33 
SeBer Sua.ldy 

TranMCtionType Standard Sale 

Prtlt*tY Cond 
u.tDalll 08131/2013 

Seeded Dalil 02-0ctober-2013 
Conlrac:t 0... 02-0ct-2013 

U.t Priee $2,600 

CJoMPriee $2,600 

Style Colonial T raclitlonal 

Type Attach/RON Hse Townhouse 

Levels 
y.., lk.lllt 

Total BeclroofM 
a.tN FuiiHIIIt 

.ol 

·~p 

EJCIIIrior ~ 

Eldllrlor COn* 

BuuMntType 

Coolnfii.S.YM~m 
Cooing F• Sys 

HelltSY1*m 

HelltF-
Living~ 

Price PER SQFT 

Ta ToW LIY Ar 

Tl.A Pre PER SQF 

Lot sa. lSafttAl:l 

Total Value 

3 2 

1917 1895 

3 3 

1 / 1 1/0 

0 2 

-1-1- -1-1-

Balcony 

era Brick 

Partial 

Centr81A/C CenttaiA/C 
Bedric Bedric 

Forc:edNt Heat Pump(s} 

Nlillnl Gas Natural Gas 

0 

0.00 

1,530 

$1.70 

133910.03 113310.03 

$ $2600 

Emerick A Peace 1240-737-5001 I emerickpeace@kw.com 

Keller Williams Preferred Properties 1 (240) 737-5000 

eop,rlgb 2013 ~ Regtonallftfoi!Ution ~ tne.. lubnnatlol•l:lelle'4d ID be ecx:ural8, IU should not be relied upon WllhoLA Y8f'llicaUon 
N:o.ncy of~ footage. let SW1 and other~ IS not gwranleed 
COMPETITlVE MARKET ANAL. YSIS DISCLOSUA£: Ths analyw 11 not en ~ h • intended or1!t for lht> IJUII'PO'fl d ~ ~ 01 ....,. 01 

~ buyer$ or tellers ll c:hedlllg .. listings offenng 01 sale pnce of tfle ,_. property Jnfonnlllon IS made 8Y8I6rlllie • As Is' WRIS IS noc inpol ... 
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CMA Statlatlca Detail 

::TIVE 1 LISTING 
List Price I Orlg. Prl~ •% of DOMM DOMP Age 

> F1ot1da Ave Ne ~.soo $21700 92.59 70 70 108 
Low $2,500 $2,700 12.51 70 70 108 
High $2,500 $2,700 12.51 70 70 108 
Median $2,500 $2,700 12.51 70 70 108 
Average $2,500 $2,700 12.51 70 70 108 

: NTED 3 LISTINGS 

Price when Initially entered Price at time of eale 

Rented Price . Subeldy • Net Prtc. I Orlg. Price • % Of Sold Prl~ • Subeldy • Net Price I List Price • % Of DOMM 

l8WStNw 2 ... 50 $0 $2 ... 50 $2 ... 50 100.00 $2,450 $0 

>05 North Capitol St Ne 2,650 $0 $2,650 $3,200 71.81 $2,550 $0 

'16 N Capitol St Nw 2,600 $0 $2,600 $2,800 12.81 $2,600 so 
L.ow $2,450 so $21450 $2,450 71.81 $2,450 so 
High $2,600 so $2,100 $3,200 100.00 $2,100 so 
Medtlln $2,550 so $2,550 $2,800 12.81 $2,550 so 
Average $2,533 so $2,533 $2,817 10,85 $2,533 so 

port Totals Properties: 4 

List Price: I Orlg. List Prl~: • %of: Sold Price: • Subeldy: • NetPtl~: 

Low 12,450 $2,450 71.81 $2,450 $2,450 

High 12,800 $3,200 100.00 $2,100 $2,100 

Median 12,525 $2,750 12.88 12,550 $2,550 

-414~s· Emerick A Peace 1 240-737-5001 1 emerlckpeace@kw.com 

Real Estate 1n RealTime Keller Williams Preferred Properties 1 (240) 737-5000 

opyrtghtO 2013 Mettopoltt.n Regional Information Syat.ma, Inc. lntormalion bel~ 1o be eocur~ll. but lhould nol be'**' upon withOut 'IWibbon 
oc:uracy of ~qUare footage loti!U lnd au. ln!onMIIon 11 not gua,.nteed 

$2,450 $2,450 100.00 

$2,550 $2,550 100.00 

$2,600 $2,600 100.00 

$2,450 $2,450 100.00 
$2,800 12,100 100.00 
$2,550 $2,550 100.00 
$2,533 $2,533 100.00 

DOMM: DOMP: Age: 

I I 10 

70 70 118 

38 38 10.. 

OMPETITM! MAM!T ANALYSIS DISCLOSURI!: Ttua afllllyM 11 nolan ai'Pf*NI It II Intended only tor the ~ olallllllng buyn Of Mlllts Of proapadJYe buyer~ Of 1111et1 1n checlono lhe losllnga, 
"enno or Mle prq of lhe rMI property lnlormauon 11 made ava.llble "AI Ia' MRIS 11 noc l'llj)()nllble 

9 
42 

33 

I 
42 
33 
28 

DOMP Age 

9 99 

42 10 

33 118 

I 10 
42 118 
33 " 28 78 

w any edVIOI ICtl or om~NC~n~ by fiiY 8t011ef AQenl Ot any ThuU Pany PriC)ered on NoYemblr 26 2013 



Average $2,525 

-4VI~.s· 
Real Estate 1n Real Time ' 

CMA Statistic. Detail 

$2,781 eo.as $2,533 $2,533 

Emerick A Peace 1240-737-5001 1 emerickpeace@kw.com 

Keller Williams Preferred Properties 1 (240) 737-5000 

opyrtghiO 2013 MeUopolltan Reglontllnfonnatlon Syetems, Inc. InformaCion believed 10 be ecc:ura .. bullhcdl nee be relied upon Wlctloul Yeribl.cln 
c:cur.cy of eq1.11re fOOieQe to111ze and other mfom'letion 11 nee guerantaecl 

31 31 

OMP!TJTM! MAAK!T AHAL VIIS DIICLOSURI!: ThiS anelyM • not an epprallel II illnl~ 01t1y lof the purpoM of 8llllbng buyerl or ....... or proepecbvt buyers or ....... In c:t'oedllllg lhe hltlngl 
lfenng or Mia 1)1100 of lhe,.. j)I'Op«ty lnlormebon 11 made eY81tallle "A.s II" MRIS II noc reaponslCie 

tt any edVI08 edl or om•UoOOS by eny Bmker Agent or lilly Thrd Party Prepered 01'1 NoYember 28 2013 



COMPARATJVE MARK~~-A.~MSIS 
:~ ~~ ;~ -

ACTIVE 

ACT1VE 

RENTED 

RENTED 

RePOrt Totals 

Avg List Price 

Median Ust 

Coiw List Prtc.: 

High List Pnc.: 
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1 UST1NG 

CMA Summary Detail - Photo 

S5 Aondll Ave Ne WASHINGTON, DC 20002 

~ Prtee u.t Price 'X. [)Iff ~ BR 

3 

DCI11379ol 
F8 HB Lvts Fpls Gar Lot- Sqft LN Sqft Bult 

$2,700 $2.500 -7.41 70 2 2 0 900 0 1905 

T~ Type: Other/Undisdosed 

Mil Sub: Rl.A (NE) 

T<*IA ..... ed: 

TcQITaur. 

Average 

Median 

3 UST1NGS 

Style: Traditional 

Type: Duplex 

List Prb Orig. Price 'X. Dlf 

$2,500 $2,700 -7.41 
$2,500 $2,700 7.41 

141 W St Nw WASHINGTON. DC 20001 

Usto.ta 

llodef: 

17~2013 

a.mt: No, 

Wllllllr Orienllldlfrontl~ Noll 

DOMP 

70 
70 

LotSqft 

900 

DC8156504 

RMDd Price u.t Price 'X. Dlff ~ DOMP BR F8 HB Lvls Fpla Gar Lot Sqft Uv Sqft Bult 
$2,-450 $2.-450 .00 9 9 3 1 1 2 0 1,645 0 1914 

T~ Type: S1andard Sale Rent.cl Data 26-Aug-2013 
Adv Sub: LEDROIT PARK llodef: 

Total A•MMd: Style: Craftsman a.mt: No, 

Tota!Taue: Type: AttachiRow Hse Wllllllr OrienelldlfrontiAec:ea.: No// 

2505 Nof'th ~ St Ne WASHINGTON, DC 10002 
R-*d Price Lilt Price 'X. Dlff OOIIM DOMP 

DCI114141 

BR F8 HB Lvls Fpla Gar Lot Sqft LN Sqft Bult 
$2,550 $2.550 .00 42 42 3 2 1 3 0 3 808 0 2003 

T~ Type: OtherJUndisdosed 02-0a-2013 
Adv Sub: BROOKLAND 

TotaiA• ... ed: Style: Colonial Bemt: No, 

TcQITu..: Type; AtlachiRow Hse Wllllllr Orientlld/FrontiAc:cea: No// 

DC8171131 1711 N ~ St Nw WASHINGTON, DC 20002 
R.med Price u.t Price 'X. Dlff OOIIM DOMP BR F8 HB Lvls Fpla Gar Lot Sqft LN Sqft Buill 

$2,600 $2,600 .00 33 33 3 1 0 2 2 1,133 0 1895 

Tra.....ction Type: Standard Sale 

Adv Sub: BLOOMINGDALE 

TotaiA••eed: 
TotiiiTu..: 

Properties: 4 

$.2,525 

$2.,525 

$2,'50 

$2,600 

Style: Traditional 

Type: Townhouse 

List Prb Rentild Prk:e 

$2.533 $2.533 
$2,550 $2,550 

Avg Sold Price 

Median Sold Pri 

Low Sale Price: 

High Sale Prb: 

% Dif 

0.00 
0.00 

Rent.cl oat. 02-0ct-2013 
llodef: 
Bsmt: No, 

wat.r Oriefad/FrontiAecess: No// 

OOMP 

28 
33 

$.2,533 

$2,550 

$2,'50 

$2,100 

LotSqft 

1,195 

AvgOOM-P 

Medilin OOM-P 

Emerick A Peace 1240-737-5001 1 emerickpeac:e@kw.com 

Keller \Nilliams Preferred Properties 1 (240) 737-5000 

31 

38 

CopyrlgMC201l MMnlpolbn Reglotulllnfonnltion Systems. Inc. hlfolnllllbou believed 110 be .a:urate but lhould not be relied I.4Xl'l Without '*'k:aoou 
JV::curacy at ~ tooc.ge loC SIZe m:1 OCher tnfomlauon IS not guai'IWlleed 

COMPETITIVE MARKET AHAl Y~S DISCLOSURE ThtS analysis IS not en apj)f'&lsal It 111ntenoed only let lhe IX"'PPM of 8U1Sbng buyers or se11ets 01 

prospedive buyer~ 01 Ml in c:hedung the lrsflngs ot!enng 01 sale pnce of the real PfOP8(1)' lnlormnon IS mede ava•lable •As Is' MRIS IS not responsbe 
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